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ENABLING STRATEGIC ACTION

SAGE INTEGRATION STRENGTHENS
STRATEGY WITH VECTOR FIRM'S
COMPREHENSIVE ASSESSMENT

“What sets Vector SAGE Integration had experienced success in both sales and

Firm apart is marketing but lacked a clear measurement of how well their internal
their ability to processes and strategies were working. They believed their sales
tailor their process, compensation plan, and forecasting model were strong but
methodologies without an outside perspective, they weren't entirey sure.

to the nuances of

T - The primary reason SAGE engaged Vector Firm was to get a

comprehensive “report card” on their sales and marketing
T Nl engine. While they had confidence in their approach, they wanted
confirmation of strengths and identification of gaps.
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SAGE leadership had previously worked

with large consulting firms like Bayne and
McKinsey but required something more
tailored. They needed an assessment specific
to the security technology industry, focused

on sales and marketing for system integrators.

\With prior positive experience working with
Vector Firm on sales training, SAGE

already trusted the team’s expertise and
industry-specific approach. This made Vector
Firm's Sales and Marketing Comprehensive
Assessment the perfect fit.

Vector Firm delivered its Sales and Marketing
Comprehensive Assessment, which deeply
examines 23 areas of sales and marketing
performance. The deliverables included:

* Detailed Report & Scoreboard:
A clear measurement of SAGE's current
performance across all areas.

* Findings & Recommendations:
Specific insights and action items
for each area, plus high-level
recommendations that connected
multiple focus points.

* Executive Team Workshop:
A three-hour session with SAGE's
leadership team to review the findings,
answer questions, and guide the next
steps.

The assessment gave SAGE a new level of
clarity into their business. Key outcomes
included:

* Revealing Alignment Issues:
Identified a disconnect between sales
and marketing teams, enabling
leadership to take immediate action.

* Improved Hiring Practices: Gained new
strategies to interview salespeople with
more precision.

* Customer-Focused Positioning:
Learned how to shift messaging to
make the customer the hero,
rather than positioning SAGE as the
focal point.

By delivering an industry-specific and
practical evaluation, Vector Firm provided
SAGE Integration with the clarity they needed
to optimize their sales and marketing
strategy. The assessment not only validated
their strengths but also exposed critical
gaps. giving SAGE leadership the tools

and confidence to grow stronger as a system
integrator.

“The value of this assessment is worth 10X

the investment. The assessment is
very complete in understanding
executive function, marketing
content, and sales process for system
integrators. This assessment really
makes you a better integrator and
businessperson.”

—John Nemerofsky
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